Antd Method Of Msirketiing m Item md Trackiinig, Assessinng Amd Reporting 
Potential Purchasing Interest Generated Via Marketing And Sales Efforts On The Internet 

What is claimed is: 

1 . A system or method known as I-CAST, or Internet Casting Accountability Sales 
Technology, wherein all components subsequently described herein are an integral part of 
said system. 

2. A system or method that categorizes presentation material regarding an item for sale 
(most appropriately for unique, con^)lex, and/or high value items such as real estate, 
capital equipment, heavy machinery, commercial or passenger vehicles, recreational 
vehicles, watercrafi, and aircraft) through the use of a three tiered system, with each tier 
representing one of three ""levels" of interest in, or activity associated with, the item 
offered for sale. 

3. A system and method according to Claim 2, wherein the spectrum of prospective 
purchaser interest (i.e. - not interested to extremely interested) is divided into categories 
of interest based on varying levels of intensity. 

4. A system or method according to Claim 2, wherein the three levels of activity are 
characterized by virtual actions (referring to the feet that it occurs on an Internet website) 
performed by a prospective buyer that are analogous to the plQ^sical actions that would be 
performed by a potential buyer in his/her pursuit to purchase an item in a non-Internet 
environment. 

5. A system and method according to Claim 4, when applied to the field of real estate sales, 
that is composed of levels labeled '"virtual drive-by", "Virtual showing", and '"virtual 
meeting". 

6. A system and method according to Claim 4, wherein an electronic brochwe (or ""E- 
Brochure"), referred to as a ""virtual drive-by" in the field of real estate sales, acts as a 
main information presentation page for the item offered for sale. 

7. A system or method according to Claim 4, wherein an electronic brochure, or ""Virtual 
Drive-By", shows 

a. A brief description of the property, including price, location, dimensions, and 
basic features 
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b. Still frame iinage(s) of the property, possible including multiple views, wither 
ground or aerial; and 

c. Agent contact information. 

8. A system or method according to Claim 4, wherein a "Virtual Showing" is accessible via 
a selectable hyperlink or icon and, once selected, displays at least one of the following: 

a. A slide show of various images (generally ranging in number from 1 to 24), 

b. 360^ '"Virtual Tours" (photos created with special software using images from a 
'"fisheye" lens camera); and 

c. Other forms of media as technology improves. 

9- A system or method according to Claim 4, wherein a "Virtual Meeting" is accessible via 
a selectable hyperlink or icon and, once selected, indicates that a prospective has serious 
interest in a specific property, or at least sufficient enough to prompt him/her to surrender 
anonymity (by giving out name and email address). 

10. A system or method according to Claim 9, wherein a "Virtual Meeting" gives the 
prospect all information necessary to negotiate and conclude a deal, including but not 
limited to details such as: 

a. Large color images (possibly expanded versions, i.e. - full screen/full printed 
page, of smaller images present on the "Virtual Drive-by"/electronic brochure) 

b. Title Information; 

c. Zoning/Municipality Information; 

d. Site plans; 

e. CAD drawings; 

f Drawings/renderings, in full color; and 

g. Topographical maps 

h. Extended streaming multimedia footage and/or narrative descriptions as 
technology allows 

1 1. A system or method according to Claim 6, referred to as the "Virtual Salesperson", 
wherein the seller or seller's agent to add a short, personalized, multimedia (audio/video) 
narrative, or essentially a "sales pitch" or custom made commercial, to supplement and 
enhance the text, drawings, and pictures used to present an item being offered for sale. 
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12. A system or method according to Claim 1 1, wherein the "Virtual Salesperson" may be 
switched on or oflF as the prospective buyer desires, via a selectable hyperlink or icon 
displayed on the electronic brochure and that, once selected, displays a short streaming 
multimedia presentation typically narrated by the seller, seller's agent, or a hired voice, 
and hence explains the subtleties and nuances of an opportunity or item for sale. 

13. A system and method, known as the "Reporting Function", that tracks, assesses, and 
reports levels of consumer interest and response to intemet nwketing and sales efforts 
for items (most appropriately for unique, complex, and/or high value items such as real 
estate, capital equipment, heavy machinery, commercial or passenger vehicles, 
recreational vehicles, watercraft, and aircraft) oflFered for sale to the purchasing public via 
the intemet. 

14. A system and method according to Claim 13, wherein non-digital person-to-person 
inquiries (via phone, fax, or personal request) about an item for sale and/or responses to 
all forms of advertising (i.e. - signage, print, radio, television, etc.) of said item are 
converted into digitally recorded events by emailing an E-Brochure to the person 
requesting information, thus enhancmg a seller's awareness of the results of a marketing 
campaign relating to the item, 

15. A system and method according to Claim 13, wherein statistical reports, called I-CAST 
reports, are created and avaikble in "real time" to describe and display the intensity of 
interest that is being generated for an item for sale. 

16. A system and method according to Claim 1 5, wherein the reporting mechanism may be 
programmed to email the seller, and any other chosen party, on a regular periodic 
schedule or on an as-needed/requested basis. 

17. A system and method according to Claim 15, wherein statistical reports are typically 
composed of ratios using the information gathered and measured by the website, such 
that reporting for the real estate industry would include: 

a. The ratio of "Virtual Showing" to "Virtual Drive-by"- which reveals the 
percentage of people who participated in a '^Virtual Showing" after the initial 
*^irtual Drive-By". 
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b. The ratio of '^Virtual Meeting" to '^Virtual Showing" - which reveals the 
percentage of people who participated in a "Virtual Meeting" after seeing the 
"Virtual Showing". 



c. The ratio of "Virtual Meeting" to "Virtual Drive-by" - which reveals the 
percentage of people who progressed all the way to a "Virtual Meeting" from the 
initial "Virtual Drive By". 

18. A system and method, known as the "Broadcast Function", that generates interest on an 
item offered for sale to the purchasing public via the internet, in order to track said 
interest. 

19. A system or method, according to Claim 18, that is conq)rised of a broadcast email 
system and a collection of email listservs that have been identified by the user of the 
system. 

20. A system and method according to Claim 1 8, wherein items for sale are sent out to an 
email listserv on an automated or at will basis. 

21 . A system and method according to Claim 20, wherein the automated fimction sends out 
information at a predetermined interval (i.e. - once a day, once a week, etc.) 

22. A database according to Claim 16, which displays all broadcast lists (listservs) and that 
allows users to create or modify broadcast lists. 

23. A system and method according to Claim 22, wherein sellers or seller's agents will login 
to an "Administration Area" in order to access and manage the "Broadcast Function". 

24. A system and method according to Clakn 23, wherein a "Listserv Signup Function" in 
the "Administration Area" provides a means for sellers or seller's agents to select from a 
list of listservs to subscribe to using their email address, and to access said listservs in 
order to broadcast information to them be. 

25. A system and method according to Claim 24, wherein the seller or seller's agent uses a 
"Broadcast List Control" screen to add new broadcast email lists to the database. 

26. A system and method according to Claim 24, wherein the seller or seller's agent uses an 
'Input Item/Choose Broadcast List" screen to select listservs from the list of subscribed 
listservs in order to send product information (such as an electronic brochure, or '*E- 
Brochure"). 
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27. A system and method according to Claim 23, wherein the seller or seller's agent uses an 
'Input Item/Choose Broadcast List" screen to select from a list of inventory for sale (i.e. - 
properties) and to send product information, via a hyperlink to each specific item's URL 
on the database website, to one or more of the subscribed listservs. 

28. A system and method according to Claim 23, wherein the seller or seller's agent is able to 
"queue up" an item for sale on a "Pending Broadcast Email List" screen such that it is to 
sent out automatically at a specified time. 

29. A system and method according to Claim 27, wherein each item for sale is input into the 
system manually or selected from an existing inventory list. 

30. A system and method according to Claim 23, wherein a 'Historical Broadcast Email 
Archive" screen displays a log of convicted broadcast emails. 

31. A system and method according to Claim 24, wherein it is intended that email recipients 
(members of a broadcast email list, or "listserv") are able to enroll, or unenroU, from a 
listserv as desired. 

32. A system and method according to Claim 6, herein a "Referral Function", also known 
as '*Email-A-Friend" or the "Virtual Assistant", is present on the E-Brochure in order to 
allow a website user to send information concerning an item for sale to another person or 
potential customer. 

33. A system and method, referred to as the "Administrative Service Component", vs^erein 
all aspects of a transaction involving an item for sale, particularly one that is unique, 
complex, or of high (dollar) value, are documented, organized, and tracked. 

34. A system and method according to Claim 33 that digitally controls and coordinates all 
closing administrative activities associated with consummating a deal between a buyer 
and seller, along with informing all parties involved. 

35. A system and method according to Claim 33, wherein tasks associated with completing 
the transaction of an item for sale are displayed in a checklist format that allows each 
party to the transaction to mark off items that are the respective responsibility of each 
said party. 

36. A system and method according to Claim 33, wherein parties to a transaction are allowed 
varying levels of access to transaction documents. 



37. A system and method according to Claim 33, wherein parties to a transaction are able to 
make comments in a scrolling comment field. 

38. A system and method according to Claim 33, wherein all tasks completed and comments 
oflfered are chronologically recorded via a date and time stamp associated with the 
specific time that the event occurred. 

39. A system or method that utilizes an easy-to-use, tutorial, template format, in which the 
user is guided through an information gathering process on computer, in order to create a 
customized, multimedia presentation (specifically one that incorporates all the benefits 
and features of the present system described herein) that showcases an item offered for 
sale. 

40. A system or method conq)rising a unique form of real estate income property, based on a 
consignment sales lot concept, wherein the property owner provides a high visibility 
location and the marketing benefits of the present system described herein, as an integral 
part of the sales/purchase experience, to individuals or entities offering items for sale to 
the purchasing public. 

41 . A system or method according to Claim 40, wherein the property is divided into 
numbered storage locations (parking spaces, storage units, bins, shelves, etc.) and each 
item for sale has an identification number assigned to it in accordance with the numbered 
storage location. 

42. A system or method according to Ckdm 40, wherein the present system is incorporated 
into the consignment sales process via a computer kiosk format; one in which con^uter 
terminals on the property allow prospective purchasers to preview items for sale in detail 
on an internet website featuring the I-CAST system. 
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